RAN BIDERMAN

Daily Activities - Accountability Sheet

(Date: )
# Of Phone Contacts:
1 2 3 4 5 6 7 8 9 10
11 12 13 14 15 16 17 18 19 20
21 22 23 24 25 26 27 28 29 30
31 32 33 34 35 36 37 38 39 40
41 42 43 44 45 46 47 48 49 50
# Of Door Knocking Contacts:
1 2 3 4 5 6 7 8 9 10
11 12 13 14 15 16 17 18 19 20
# Of Follow Up Calls:
1 2 3 4 5 6 7 8 9 10
11 12 13 14 15 16 17 18 19 20
# Of Listing Appointments Set:
[1 | 2 |3 |a |5 |6 | 7 | 8 |9 | 10
# Of Buyer Consultation Appointments:
1 2 '3 4 '5 |6 |7 '8 |9 |10
# Of Showings:
[1 | 2 |3 |a |5 |6 | 7 | 8 |9 | 10
# Of Offers:
|1 | 2 |3 |4 |5 |6 |7 |8 |9 | 10
# Of Contracts:

# Of Listings Taken:

1 2 |3 Jja |5 |6
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